HARDSHIPS  ON THE   ROAD

Then came an announcement that startled the boy,

for Gustavo continued:

"Your salary is to be twenty-five dollars a week and
hotel bills, but you must not spend more than one dollar
and, a half a clay for meals and room*"

In this dingy room of an obscure hotel in a eountry
town Charles Prohman got his first instructions in prac-
tical theatrical work. Perhaps the most important of
this related to bill-posting. In those days it was a
tradition in theatrical advertising that whoever did the
most effective bill-posting in a town got the audience.
Most of the publicity was clone with posters. An
advamv ajvnt, had to be a practical bill-poster himself.
To get the most conspicuous sites for bills and to keep
those bills up until the attraction played became the
chief task of the advance-agent. The provincial bill-
posters were fickle and easily swayed. The agent with
the most persuasive personality, sometimes with the
greatest drinking capacity, won the day.

All this advice, and much more, was poured by
Gustavo into the willing ears of the youthful Charles.
No injunction laid on that keen-eyed boy in the gray
dawn of that historic morning back in the 'seventies was
more significant than these words from his elder brother:

4'Your success in handling the bill-poster does not lie
through a barroom door. Give him all the passes he
wants, but never buy him a drink.'1

That those words sank deeply into Charles Prohman
is shown by the fact that he seldom drank liquor. His
chief tipple through all the coming crowded years was
never stronger than sarsaparilla, soda-water, or lem-
onade*

The task ahead of Charles would have staggered
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